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CO-OPERATING WITH 
THE ECONOMY BOARD 





PA 
Associations Vote. Unanimous 
Compliance 





WASHINGTON, D. C.—The Com- 
mercial Economy Board of the Coun- 
cil of National Defense in its recom- 
mendation to manufacturers, whole- 
salers, merchants and tanners, reports 

a practically’ unanimous co-operation 
a the industry, 

The tanners' have: been asked. to 
strictly follow the requests for restric- 
tion to! black, white, two shades of tan 
and. two,shades of gray. In ‘the re- 
quest for co-operation the board urges 
‘in order to. make these recommenda- 
tions effective both in spirit and.in let- 
ter, your co-operation is requested by 
entirely eliminating all fancy and deli- 
cate shades and tanning only the fol- 
lowing colors for shoe manufacturers 
to use in their domestic production in 
the Fall season for 1918: White; black, 
tan and gray. Tan is used in these 
recommendations in the broad sense, 
including brown,” 

Retail associations. throughout the 
country have adopted resolutions sim- 
ilar to that of the Massachusetts Re- 
tail Shoe Merchants’ Association, as 
follows; 


RESOLVED, that the Massachu- 
setts Shoe Retailers’ Association urges 
its members to aid the government in 
its ‘efforts'to conserve ‘through shoe 
material an@ labor by following’ the 
requests of the: Economy Board: in 
spirit’and’ to the letter, and we -espe- 
cially urged our members to limit ‘the 
height of women’s boots to 8% inches. 


ARMY TESTING LEATHERS 
AND ALTERNATES 





WASHINGTON; D. 'C. — The 
Leather Laboratory of the Bureau of 
Chemistry, Department of Agriculture, 
is aiding in making experiments as 
to the wearing quality of leather and 
its substitutes’ in the shoes* worn by 
the ‘soldiers. It is ‘understood that 
most of the analyzing of leather has 
already been done and ‘in the not very 
distant future -some: shoes ’ will»: be 
made up. 





FIRST WEST VIRGINIA CONVENTION: — 
‘SETS PACE FOR TRADE 





Votes Full Co-operation With Liberty 
Loan Campaign 





LIVE TIPS ON TRADE TOPICS 





HUNTINGTON, W. Va., April 3 
(by telegraph) —The first annual con- 
vention of the West Virginia Shoe Re- 
tailers’” Association opened at two 
o’clock today, with an attendance of 


slightly over one hundred.’ The meet- © 


ing was held in Chamber of Commerce 
Hall, where a shoe exposition partici- 
pated in by forty-two manufacturers 
and wholesalets, with display booths 
on the same floor, added to the distinct 
impression that this gathering is above 
the average for first conventions in at- 
tendance and scope. 

President Henry, who presided, ‘in- 
troduced Mayor Edmund Sehon: In 
extending the city’s welcome the Mayor 
said that ‘success ‘today for any man 
depends upon how well he knows his 
business; and that the shoe merchants 
in this gathering should: be the: best 
posted business mén in the country. 
The shoe business is one of the oldest 
and one of the bést. The importance 
of the shoe ‘and its value is proven 
by the fact’ that an ‘army |‘ dould’ not 
fight a single:day without shoes, but 
could: get along for a time without ade- 
quate clothing or’ hats. 

‘Huntington is a ‘good hustling city,” 
said: the Mayor} and added. his. belief 
that no better centre could have been 
chosen for holding the first convention. 
Secretary Biddle responded: ih a fitting 
way, expressing: the Association’s ap- 


preciation’. for ie Mayor’s' hearty - 


welcome. 


Reports of Secretary and Treasurer 


The.sécretary’s report showed an-en- 
rollment of forty-one members ‘since 
the organization last. July, and that al- 
ready the shoemien.. throughout. the 
state are turning to the Association for 
advice'on what,to buy; and when to 
buy. The Association has had the op- 


x 


portunity of serving the retail trade by 
opposing legislation seeking to license 
chiropodists or anyone prescribing me- 
chanical fitting devices for. the feet. 
Confidence was expressed that the jor- 
ganization will continue to grow and 
be useful in serving the general welfare 
of the shoe merchants of West Virginia. 

The’ treasurer’s report showed that 
the Association is in excellent con- 
dition. 

The President appointed John Price, 
John Lee, K. F. J. Smith, Seaton Alex- 
ander.and Mr, Murray. to serve as, the 
Nominating Committee... The Com- 
mittee on Resolutions was also named, 
consisting of Julius Broh, R. B. May, 
G. W. Stoner, A. F. Sloane and T. E. 
Graham. 


Attack on Style in Shoes is” 
' - Deprecated 


Mr. Graham, president of the Gra- 
ham-Baumgardner Manufacturing Co. 
of Parkersburg, spoke, on, the relation 
of the manufacturer tothe. retail shoe 
merchant, showing: the  interdepend- 
ence of each, and.that mutual helpful- 
ness should exist for the proper solu- 
tion. of. common problems, to assure 
continuous. prosperity for the whole 
trade, 

The.speaker vigorously attacked the 
novelty, end, of the shoe industry and 
blamed. pattern; and last makers,,for 
foisting upon. the. trade ‘unnecessary 
styles that bring from. women, he said, 
a sufficient, amount each year to. pay 
the interest, on the national debt. Style 
development in footwear in his opinion 
should not have occurred and should 
be stopped by. all factors of the trade 
getting together for. its’ suppression 
and a. penalty. imposed ,,upon thase 
breaking. such agreement., That there 
was general. disagreement. with Mr, 
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Graham’s view was apparent and Mr. 
Sloane’s remarks controverting them 
appeared to express the sentiment of 
the gathering. 
Woman Merchant on Women in 
Business 
Mrs. H. F. Ball, on “Women in Busi- 









dicted the gradual advent of women in 
the shoe business, especially since milli- 
nery styles now dominate, and drew 
many examples of women successful in 
all lines of commercial life as an argu- 
ment that there is no reason why 
women should not succeed in taking 
a larger part in the shoe game as the 
war progresses, which is giving them 
their opportunity. 

Tells Practical Helps in Selling 


R. B. Nay of Nay Shoe Co., Wheel- 
ing, spoke of “Stockkeeping.” He 
showed the importance of. every shoe 
merchant keeping actual tag on stock 
once every week, so that slow movers 
could be spotted and why they were 
not selling. , 

He urged the use of P. M.’s on a 
liberal basis with clerks to insure their 
co-operative interest in slow-moving 
stock. He urged the use of clearance 
sales as means of unloading odds and 
edds which P. M.’s won’t move and 
for getting in contact with new cus- 
tomers, which are essential for drawing 
business. He strongly favored the use 
of duplicate cash or charge slips with 
third slips showing the stock number 
of the shoe sold, so that the latter, 
while being used by stock checkers 
each day do not conflict with the 
cashier’s cash or charge slips, thus 
eliminating any delay in either depart- 
ment of the store in the proper keep- 
ing of records. 


Urges Fairness to Factories 


He pointed out the advantages ac- 
cruing to every shoe merchant in care- 
fully checking shipments when re- 
ceived, and every pair examined for 
defects, and urged that where defects 
can be eliminated by merchants with- 
out reshipment to the factory it should 
be done in fairness to the difficulties 
facing manufacturers, and where shoes 
are placed on the shelves each pair 
should be marked with the initials, of 
the clerk who opens the shipment, ex- 
amines the shoes and accepts them. 
He urged the use of plain price tickets 
on cartons, where the customer can 
see the price, and if the shoe is worth 
$10 to $20 do not be afraid to mark 
the price on the cartons. These are 
fundamental ideas, he added, for han- 
dling the shoe stock, and are methods 
simplified to be adaptable to the re- 
quirements of smaller dealers. 







































ness,” was given an ovation. She pre- . 


Credit Man’s Job Properly Defined 


J. W. Bannon, of the Excelsior Shoe 
Co., Portsmouth, O., spoke on “Co- 
operation between the merchant and 
the credit man,” In a very interesting 
address he showed that the factory 
credit man’s job is not as generally 
supposed to turn down orders, refuse 


shipment and force collections, but to - 


accept orders, prove shipments, and 
make corrections without trouble. He 
urged the importance of merchants 
filling financial statements promptly 
when placing initial orders for imme- 
diate shipment, and showed that in- 
complete statements are unfair both to 
the manufacturer who wants to do 
business and the merchant whose order 
is ready. The credit factory man, he 
said, after examining thousands of 
such financial statements, soon learns 
to distinguish the elements of business 
that-show why a merchant is either 
becoming successful or slowly heading 
for bankruptcy, and this gives the 
credit men the opportunity for prop- 
erly advising hundreds of dealers how 
to correct their business mistakes when 
the ‘advice is desired. 


Movie Lecture on Goodyear Welt 
and Shoe Evolution 


Adjournment was taken at four 
o’clock to hear Mr, W. A. Boudrot of 
the United Shoe Machinery Co., who 
gave a motion picture illustrated lec- 
ture on Goodyear welt construction 
and the evolution of shoemaking dur- 
ing the ages. 

In the evening there was an enter- 
tainment at Exposition Hall, where a 
buffet luncheon was served to the two 
hundred present, after which there was 
an inspection of shoe display booths, 
which filled the hall. 


Problems Affecting Factory 
Production 


HUNTINGTON, W. Va., April 4 
(by telegraph) — Today’s session 
opened with an address by Frank X. 
O’Brien of The Holters Co., Cincin- 
nati, on styles and troubles from the 
manufacturer’s standpoint, showing 
that in nearly every department of 
the factory today there is trouble en- 
countered either in quality of materials 
that do not run uniform and therefore 
make cutting difficult, or shortage of 
labor that delays production and hin- 
ders the- prompt ‘service which every 
factory wishes to render to its cus- 
tomers. Competition from other com- 
mercial lines for labor also depletes the 
available supply of labor in shoe fac- 
tories, and forces the wage scale up- 
ward to a point where often it is diffi- 
cult to maintain prices and meet 
competition. 


Style Must Continue in Footwear 


Styles are running about fifty per 
cent on eight and one-half to nine inch 
top boots with low or medium heels, 
in brown and gray calfskins, but where 
kid leathers are used the Louis Heels 
are in demand. He said: “Our com- 
pany like style change, and want it 
for the good of the women’s shoe busi- 
ness.” He emphasized the growth of 
The Holters Co. during the past six 
years from four hundred pair per day 
to two thousand daily output, but said 
that the closest kind of personal appli- 
cation to he business is necessary, and 
none of his firm will be found spending 
any winters at Florida resorts or on 
lakes when dealers call at the factory 
in Cincinnati. Mr. O’Brien’s talk was 
well received. 


- Features of Leather Market Told 


The next speaker was William Alts- 
man of the Selby Shoe Co., Ports- 
mouth, Ohio, on “Leather, Present Po- 
sition and Future Outlook.” He said 
upper leather promises to stay high in 


price, due to difficulties of importation 


and cost of transportation, and also to 
demand of the public for colors, which 
necessitates careful cutting in order to 
get the best of the skins free of imper- 
fections to go into the shoes. The sup- 
ply of popular colors does not exceed 
the demand. The improved tanning 
smethods over those of a year ago are 
making better use of packer and coun: 
try take-off, but not enough to offset 
the failure of sufficient receipts of for- 
eign supplies, especially. of Russian 
skins, which gave the best colors. Gun 
metals are scarce, the demand for col- 
ors is greater, and tanners are trying 
to supply the demand. The drop in 
prices of hides is due to accumulations 
of poor quality hides and of cheaper 
grades of leather in the tanners’ hands, 
he said, while the good quality, even 
if at a slight recession ift price from 
that of a year ago, is offset by increases 
in tanning and labor costs, and the 
increase in the cost of other materials 
that enter into the shoe, which keeps 
up the prices of shoes. 


Cheap Shoes and Leathers Not 
Wanted 


The heavy demand for sole leather 
has caused prices to advance. The sup- 
ply is relatively scarce, but the prices 
show ten cents reduction from the high 
point of 1916, when they cost 82c a 
pound. The prices of welting insoles, 
insoles and counters remain the same. 
This is due to the labor cost, which 
offsets the slight decrease in the cost 
of leather from which they are made. 
Cheap shoes and cheap leather can 
be bought today, he said, but would 
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hardly please the consuming public, 
which wants good merchandise. 

During the summer the production 
of shoes will be at the lowest point in 
years, due to the withdrawal of labor 
from factories, and only early buying 
will aid the manufacturers to fill orders 
for assured shipments. 


No Leather Scarcity, Says Sloane 


Field Secretary A. F. Sloane of the 
National Shoe Retailers’ Association 
was the next speaker. He said: “The 
time has come when shoe dealers have 
a right to know every condition affect- 
ing the leather and manufacturing busi- 
ness, the sources of the leather supply, 
causes for high prices, and the reported 
scarcity, so that dealers can buy wisely 
instead of being,stampeded into over- 
buying as heretofore. After hearing 
all the phases of this leather subject 
during the recent months, I know less 
about leather and supply than ever, 
but I do know that any manufacturer 
or dealer can buy leather, and as much 
as he can use, if he will pay the price 
for it. This talk about the country hides 
not being good because of take-off is 
a smoke barrage, for our daddies used 
country hides and made some of the 
best leather ever known from them, 
and they can make it today. 


Tribute to Local Organization 


Our organizations have their work 
and by investigating conditions we can 
find out and get at the truth instead 
of being led around blindly by inter- 
ested parties who have axes to grind. 
This meeting and exposition of dis- 
plays here is far better than many other 
states have been able to hold for their 
first effort, and the dealers of this state 
not here are missing more than they 
realize. By staying at home they have 
missed the real value that comes from 
swapping trade ideas and methods, but 
they thought they would miss some 
sales if they came here, whereas the 
leaders of the shoe business through- 
out this state have shown by their at- 
tendance here that the smaller dealers 
have missed something in failing to 
meet these men of leadership, and in 
finding out how better to conduct a 
retail shoe store. 


Traveling Salesmen Are Assets to 
Merchants 

Treat your traveling salesman right, 
for he can be made a valuable asset to 
your business, and will be your best 
friend. Read the trade papers, for if 
you read and think you will thus get 
ideas for making your business worth 
while. Train your salespeople to be 


courteous and handle customers so 
that they will want to come back. 
By studying our business problems 


we can“and will make it a craft. For 
today it is one of the best businesses in 
the country and one of the biggest. 
Join the National Shoe Retailers’ Asso- 
ciation under the store membership 
plan. The National had nine hundred 
members a year ago, and at the time 
of the Chicago convention the mem- 
bership jumped to _ twenty-two 
hundred. 

He urged the use of the trade ac- 
ceptance plan for dealers to straighten 
their credit standing and help their 
manufacturers to realize quick funds 
from credits. 


Ben Jacobsen on Retail 
Competition 


Ben Jacobsen, on “Retail Compe- 
tition,” said eighty per cent of the deal- 
ers do less than $50,000 worth of busi- 
ness yearly, and that»he is interested 
in helping the average size dealer be- 
come a better merchant. He said lazi- 
ness is among the chief causes for the 
failure of the average dealer, and also 
his lack of ambition to study the scien- 
tific methods of merchandising. H® ad- 
vised the buying of shoes as needed, the 
avoidance of speculating, thereby ad- 
vancing prices, and the sale of dead 
stock at the end of the season; play 
fair with your neighbor dealers and 
swap information on sales and their 
causes. 


“Don’ts” for Daily Applicatien 


Never knock, for if you can’t boost 
don’t say anything. Service and good 
merchandise will hold your business 
against rotten competition. Don’t steal 
your neighbor’s help, for it only swells 
clerks’ heads. Don’t put on a special 
sale unless you are really prepared for 
a special sale. Don’t advertise the best 
values in town unless you can back it 
up. rictly honest methods will pull 
steady trade. Nothing else. Never 
be ashamed to sell cheap shoes, for 
their purchasers are as human and ap- 
preciate courteous treatment equally 
as well as others who buy better grades. 
Keep accurate stock and business réc- 
ords,-or you cannot conduct business 
successfully. 


National Mutual Insurance Urged 


The afternoon session opened with 
an insurance talk by Henry Hagemann 
of Ohio, who demonstrated the safety 
of mutual insurance as against old line 
stock companies, and urged all dealers 
to take out as much insurance as pos- 
sible with the National Shoe Retailers’ 
Association. 

Mr. Sloane testified to the value of 
the: Mutual Fire Insurance, urging all 
to cover with the National and save 
one-fourth on premiums. 


a" 


New Officers and Directors Named 

The Nominating Committee reported 
the following ticket unanimously elect- 
ed: President, Seaton Alexander of 
Wheeling; first vice-president, Reece 
Shelby of Morgantown; second vice 
president, John W. Lee of Charleston; 
secretary, Biddle; treasurer, John D. 
Price, Charleston. 

Directors: J. J. Henry, Huntington; 
F. J. Smith, Fairmont; I. O. Murray, 
Sisterville; G. W. Stoner, Clarksburg, 
and R. B. Nay, Wheeling. 

The next ‘convention will be held 
at Charleston. 


Messages from National Officers 


A telegram was read from W. W. 
Willson of Boston on “Store Member- 
ship Plan of Membership in the Na- 
tional Association,” and urged all to 
take out fire insurance in the National 
Mutual Company. 

A paper was read from A. H. Geut- 
ing, secretary of the National Shoe Re- 
tailers’ Association, congratulating the 
new organization of West Virginia and 

_pointing out the necessity for support- 
ing the government, and this could 
best be done through state and national 
shoe organizations. Mr. Geuting urged 
that buying be limited to eight and 
one-half inch boots to save the differ- 
ence in cost between that height and 
nine inches, and advised the co-opera- 
tion and unity of action among all 
shoe dealers, and advised the adoption 
by all dealers of stock keeping and 
business record systems as a basis for 
each dealer to figure his business and 
compare it with that of preceding years 
and seasons. He also urged the mark- 
ing of shoes to yield thirty-five to forty 
per cent gross profit, or less for small 
towns, according to overhead ex- 
penses, and the adoption rule of six, 
but higher profit yield on novelties. 


Outline of Resolutions Adopted 


The 
adopted: 


1. Expressing appreciation of the 
courtesy and co-operation of the Cham- . 
ber of Commerce, Convention Com- 
mittee, the Huntington Advertising and 
Automobile Club, President Henry and 
Secretary Biddle, and exhibiting man- 
ufacturers, wholesalers and _ others 
helping to assure the success of the 
convention. 

2. Pledging the support to the Gov- 
ernment in its war policy, Liberty 
Loan campaigns, and war saving 
stamps, and of the recommendations 
of the Commercial Economy Board. 

3. Endorsing trade acceptances as 
a means of conducting credit busi- 
ness. 

4. Pledging support of the N. S. 


following resolutions were 
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IR: A, Store Membership’: Plan. and 
Mutual Fire Insurance. i 

5, Thanking the Butterick Publish- 
ing Co. for rejecting mail order ad- 
vertising and commending a similar 
course to other publishers. 

Harry Hanna of E. V. Gale, Co., of 
Chicago, next spoke on leather, ex- 


plaining the sources of materials and © 


their various tannages, and the con- 
vention closed with a series of short 
personal talks from salesmen. 


Patriotic Banquet Closing Feature 


The banquet in the evening was at- 
tended by about one hundred and 
fifty with Postmastet George Neal of 
Huntington as toastmaster. The chief 
speaker who created much enthusiasm 
with his patriotic theme was Rev. Dr. 
Scott of Parkersburg. Other speakers 
were Rev. H. Guy Worth of Hunting- 
ton, A. F. Sloane, Secretary Biddle, 
President Alexander, Mr. Lewis of the 
Hood Rubber Co., J. E.. McLeod, J. 
J. Walsh, W. A. Boudrot, C. C. Hors- 
ford, and B. C. Bowen, Western Man- 
ager of the “Boot and Shoe Record- 
er,” 


BOSTON STYLE SHOW 


Biggest ween = Feature July 


The Boston Shoe Style Show, to be 
held at the Copley-Plaza July 8-12, is 
now an assured success.,; AH exhibit 
spaces with the exception of 20 have 
been reserved, filling the big ball room 
on the first and second floors. Leather 
and allied products will be exhibited 
in booths around the ball room, while 
separate rooms are to be given over to 
the showing of New England made 
footwear. 

The Style Show is to be held daily 
and the models already engaged are 
being measured.and fitted. so that. the 
shoes shown will be perfect in style 
and fitting quality. 

With the endorsement of the Bos- 
ton Shoe Travelers’ Association and 
the assurance that more merchants 
will come to the Boston market this 
July than ever before, the big New 
England Style Show but awaits the 
opening day. 


F. C. GAGNON QUITS 
SHOE COMPANY 


DETROIT, Minn.—F. C. Gagnon, 
who has been president and general 
manager of the Gagnon Shoe Co., sev- 
ered his connection with the house 
March Ist, to take a much needed rest 
on his farm at Webster, Wisconsin. 
His plans for the future are as yet un- 
decided. - 


ST. LOUIS FALL 
STYLE SHOW 


Preparations have already been put 
under way for another Style Show, to 
be presented in Forest Park,: as. was 
the last Fall Style Show in August, 
1917: The report of the style show 
of February, which was given under 
some difficulties at the beginning be- 
cause of: the street car strike, showed 
that there was a surplus in the treas- 
ury, at the; close of all accounts; of 
$2,189.20, out of total receipts of $20,- 
386.35. The surplus was, the, sum. re- 
maining after the payment of all ex- 
penses: including ‘the ‘war'.tax on the 
tickets of admission,’ ‘The Style Show 
organization has now been made per- 
manent and the committee, in charge, 
operating in connection with the St. 
Louis Chamber of Commerce, includes 
Flint Garrison of The Drygoodsman, 
chairman; Paul J... Wielandy, vice- 
chairman, Sigmund . Hasgall, | treas- 
urer; A. S. Rauh, chairman of finances. 
Elaborate plans are being made: for 
the put-door festival. 


JAMESTOWN 
MERCHANTS ORGANIZE 


JAMESTOWN, N. Y.—An organ- 
iation of the retail shoe merchants of 
the city was formed following a dinner 
in the Hotel Svea March 8.. There-was 
a ld¥ge representation of the dealers 
present. Secretary E. D. Bevitt of the 
Board of Commerce spoke on the value 
of such an organization. 

The following officers were elected: 
President, Cyrus D. Wade; vice-presi- 
dent, August F. Nelson; secretary and 
treasurer, J: Fred Bealer; board ‘of di- 
rectors, Mr. Copeland of the Walk- 
Over Shoe Company, H: Kemp of the 
Lester Shoe Company and Mr. Clover 
of the Brownell Shoe Company. Those 


present at the dinner were: ‘August . 


F. Nelson, Cyrus D. Wade; A. E. An- 
derson; Charles’ Swanson, ‘Williatn 
Bealer, J. Fred Bealer, J. E. and A. Ls 
Johnson, William Copeland, H:'Kemp, 
C. B. Clover, Gust Lawson, E.. Bly, 
H. R. Mead, J. L. Newhouse,’ Victor 
fohneoa, Mr. Pihlblad and C. O. 
oungquist.’ *' 


PERSHING BUYS ARMY 
SHOES IN ENGLAND 


Washington,’ D, C—There has 
been a good deal of talk in Washing- 
ton recently as to the shoes which are 
being purchased from British ' firms 
by General Pershing for our; soldiers. 
It is said that as many as 200,000 pairs 
have already, been bought. 


The purchasing of these shoes 


regulars. 


abroad <has::been brought)! about: an 
part, it is: believed, because of:the 'ship- 
ping situation: » However there ‘sééms 
to be: some talk: here’ that «another 
proposition is now pending’ whereby 
still ‘larger quantities may be ‘pur- 
chased ‘in England. No one here ‘cares 
to talk on the subject’ at this time. 


ACTIVITIES OF ates 
FYFE SALESMEN 


DETROIT, Mich.—The employees 
of R. H. Fyfe & Co., held a’ get-to- 
gether banquet recently at which there 
were about 200 present. R. H, Fyfe 
gave an interesting talk outlining the 


‘history of the firm and giving the em- 


ployes due credit for the success which 
had attended his efforts.’ — $e 
T. C. Rice-Wray, president of, the 
Detroit, Salesmanship Club, gave -one 
of his rousing talks on Salesmanship, 
which was both entertaining and in- 
structive. Members of the staff, as- 
sisted by. entertaining their fellow- 
workers, 
The employees of the company; have 
started. a unique publication ; called 
Fyfe’s Store News. Interesting  arti- 
cles and news items are the main fea- 
tures of the publication, perhaps the 
only one published in an exclusive 
shoe store: 26) | 6 ri 
R. H, Fyfe & Co.-have obtained a 
city permit to build their” new, ten- 
story building. Ground will be broken 
on May 1.., As the steel is all in De- 
troit ready for the builders it is be- 
lieved the building will be completed | 
by the end of the year. 


BIG NAVY SHOE 
ORDER COMING 


Washington, D,.C.——Bids| ; will. be 
opened by the Bureau of Supplies and 
Accounts,, Navy. Department.on April 
12, for. furnishing the Brooklyn navy 
yard with 500,000 pairs of high shoes. 
The number, and sizes,‘wanted dre) as 
follows:. 1,000. pairs, of ,534;)25,000 
pairs of 6; 45,000 pairs of 634;:45,000 
pairs, of 7; 50,000 pairs of 714; 80,000 
pairs. ‘of 8; 100,000: pairs of 814; 55,- 
000 pairs of 9; 40,000: pairs: of 9%; 
6,000 pairs of 10; 2,500 pairs of 10%; 
3,000’ pairs of 18; and 47,000 pairs of 


Ieee 


KLOTZ IN NEW ©. 
CONNECTION 


Mr.’ Isidore Klotz, ‘who has’ ‘been 
with ‘Joseph Bruck of Perth’ Amboy 
for the past six anda half ‘years, has — 
severed his connections with that firm 
and is now with J.’ Slobodien & Bro. 
of that city. 








